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Sharing Power at 
More family businesses seem open 
to shared leadership
C
hief Executive Officer (CEO) tenure in 
family businesses is as much as six times 
longer than in typical nonfamily public 
companies. Nevertheless, a dramatic 
shift in family business leadership is expected to 
take place in the next five years. According to the 
2002 MassMutual/Raymond Institute American 
Family Business Survey, the leadership of almost 
40% of family businesses will change within the 
next five years. More than a quarter of survey 
respondents (27.4%) expect that, within five years, 
the current CEO will retire, and another 12% 
expect the CEO to semi retire. More than half of 
the respondents (55.7%) expect the CEO to retire 
within 10 years. Of the CEOs planning to retire 
within five years, 58% have chosen a successor; 
42% have not.
Succession risks
Older CEOs looking to retirement are less likely to 
have chosen a successor. Of CEOs 61 years of age 
and older, 55% haven’t selected a successor. More 
than a quarter (28%) of CEOs between 56 and 60 
years of age who are expected to retire within five 
years haven’t chosen a successor, and almost half 
(45.3%) of the same age group expected to retire 
within ten years haven’t chosen one either. 
Furthermore, 13.4% of respondents say they will 
“never” retire.
Lack of a succession plan is a risk factor for 
future problems. The potential for disruption is 
great in companies in which transition is not pre­
pared for and actively managed.
the Top
Keeping it in the family
Most respondents (87.8%) expect the same family or 
families to remain in control of the business in five 
years. Of respondents who had chosen a successor, 
84.5% selected a family member. The successor is 
typically 40 years of age. More than one-third of 
family businesses (38%) require family members to 
have at least three years of outside work experience 
to be full-time employees of the business. Still, most 
family businesses seem to risk the firm’s continuity 
with less stringent policies. One quarter of chosen 
successors had no full-time work experience outside 
the family business. Most family businesses (71.7%) 
have no policy concerning qualifications family 
members must have to be full-time employees.
Almost 29% of respondents planned to divide 
ownership equally among members of the next 
generation. Some respondents (22.3%), however, 
recognized differing family-member interests by 
planning to allocate greater ownership in recogni­
tion of greater contributions to the business. For 
instance, 10.1% plan to give less ownership to inac­
tive children; 6% plan to pass over inactive children. 
However, 24.9% are undecided about dividing own­
ership. Almost 8% plan to sell the business outside 
the family.
In coming years, women are likely to play a 
larger role in family businesses. More than 34% of 
respondents say the next CEO may be a woman. As 
would be expected, few family businesses (13.6%) 
have hired someone outside the family for the CEO 
position. However, of those with nonfamily CEOs, 
31% rate the experience as “extremely successful” 
and 40% rate it as “very successful.” The remaining 
29% rate the experiences as “somewhat,” “slightly,” 
or “not successful.”
CPAs Still "Most Trusted"
Accountants remain the "most trusted" of advisors to 
family businesses, according to the 2002 MassMutual 
Financial Group/Raymond Institute American Family 
Business Survey.
Top Three Most Trusted Advisors
Asked whom they consider their "most trusted busi­
ness advisor," 34.6% of respondents indicated their 
accountant, and 17.1% indicated their lawyer. Most 
respondents (69%), however, place their accountants 
among the top three most trusted advisors. Lawyers fol­
lowed accountants in the one-through-three rankings 
at 54.2%. Bankers were selected by 21.6% and business 
peers by 19.7% as among their top-three advisors.
For family businesses, outside advisors play signifi­
cant roles in business, estate, and succession planning. 
Respondents ranked accountants (40.7%) and lawyers 
(38%) almost equally as the preferred advisor in suc­
cession and estate planning matters.
More than one-third (37.8%) allow ownership outside 
the family. Although such arrangements help to build 
employee loyalty and motivation, they also pose a risk to 
family-ownership continuity.
Trend toward co-CEOs
Two or more CEOs currently share leadership in their 
family firms, according to 13% of survey respondents, 
and 35% believe their companies may have co-CEOs in 
the succeeding generation. Of the 13% with co-CEOs, 9% 
have two CEOS and 4% have more than two. 
“The data suggest that family business leaders are 
realizing that shared power can work,” says Joseph H. 
Astrachan, Ph.D., a Raymond Research fellow and the 
principal researcher for the survey. “The openness 
toward co-CEOs also signals a move away from 
primogeniture and is more in keeping with our country’s 
democratic principles.”
The downside of shared leadership is that the 
co-CEOs may have divergent views. Decisions then may 
take longer, and breakdowns are more likely. “The 
leadership challenges that co-CEOs face are significant,” 
says Stephen Spinelli, Ph.D, co-founder of Jiffy Lube 
International, a director of the Arthur M. Blank Center for 
Entrepreneurship at Babson College, and a survey 
researcher. “This is especially true regarding vision for 
the company. The more entrepreneurially minded leader 
will look for growth and new ventures, while the more 
conservative leader will attempt to maintain and sustain. 
The two different perspectives could be explosive.”
Despite the challenges, shared leadership can help 
the team to accomplish more, says Astrachan. “The CEOs 
can be in several places at once, they have more infor­
mation available, and they can support one another.” In 
addition, shared leadership can ease some succession 
difficulties. One leader can stay when the other retires, 
providing continuity as the retiree is replaced.”
Shoring up the foundation
The co-leadership structure sometimes rests on a shaky 
foundation as, for example, when a current CEO is 
unwilling to choose between children as his or her 
successor. The co-leadership structure will work only if 
the leaders communicate exceptionally well with each 
other and constantly improve their relationship.
Astrachan also encourages leadership to —
• Be clear about which decisions will involve the group 
and which can be made autonomously.
• Refrain from hiding behind the team to avoid making 
a decision.
• Adopt a rule for breaking logjams, agreeing perhaps 
to involve a third party.
• When there are more than two CEOs, operate via vot­
ing and speak and act as if the decision was unani­
mous, revealing no misgivings.
The survey report concludes, “Family-owned busi­
nesses show a fierce desire to survive. To do so will 
require constructively addressing the many issues they 
face in the interest of both business success and family 
harmony.” Opportunities abound for CPAs to provide 
constructive assistance to family business clients in facing 
these many issues.
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CPAs Embrace 
Time and Billing 
Software
Most CPA firms use time and billing 
software but are not fully satisfied
re you still processing your time and billing 
information manually? If so, you’re part of a 
vanishing minority, according to a survey of 
CPAs’ use of computerized practice manage­
ment products conducted by the Management of an 
Accounting Practice (MAP) Committee of PCPS, 
CPA2Biz.com, and the AICPA. More than 2,200 firms 
responded to the survey, 92% of which use a computer­
ized time and billing system.
Although survey respondents men­
tioned 84 different packages, the top 
five—TimeSlips, CPASoftware (recently 
acquired by Best!), Creative Solutions, CCH, and Unilink
By Gary L. Adamson, CPA
custom reports, and expense entry. Table 1 shows their 
importance as evaluated by respondents, as well as 
respondents’ overall level of satisfaction with the per­




System stability 4.67 3.93
Standard reports 4.30 3.59
Direct time entry 4.10 3.97
On-screen billing 4.10 3.51
Custom reports 4.06 2.97
Expense entry 3.53 3.83
Subtracting the “satisfaction” figure from the “impor­
tance” figure yields a frustration index—a measure of 
how far the packages fall short of users’ needs. The 1.1 
gap between importance and satisfaction for custom 
reports is by far the largest gap. Other signifi­
cant differentials were due-date monitoring 
(.80), system stability (.74), standard reports
(.76), on-screen billing (.59) and ad-hoc reporting (.52).
(recently acquired by Creative Solutions)—racked up a 
very impressive 67% of market share. Interestingly, 
TimeSlips, the clear market leader with 22% of respond­
ing firms, is used by only 8% of total CPA staff, indicating 
that it is popular largely with small firms and sole practi­
tioners. Larger firms seem to prefer CPASoftware, used 
by 13% of the respondents. That 13%, however, consti­
tutes 25% of total staff encompassed by the survey.
Staying offline
Because vendors are moving toward Web-enabling their 
software packages and developing remote hosting appli­
cations, the survey asked how likely respondents would 
be to use an Internet-based time and billing system if one 
were available. Perhaps surprisingly, fully 61% said they 
were unlikely to do so. The overwhelming reason for this 
lack of interest is that the firms see no need for or benefit 
in remote applications.
The heart of the survey is the respondents’ ranking of 
overall satisfaction with their software packages and the 
importance of and satisfaction with specific functions, on 
scales of 1 to 5 (worst to best). No application received 
an overall satisfaction ranking of 4.0 or higher. The top 
five scores were:
• CPA Software (3.87)
• Unilink (3.74)
• CCH (3.50)
• Creative Solutions (3.45)
• Timeslips (3 35)
The six most important functions were system stability, 
standard reports, on-screen billing, direct time entry,
Package performance
How well do the top five packages perform the most 
important functions? Table 2 shows that, in some cases, 
CPAs are less satisfied with the package’s performance of 
specific functions than the package overall.
This information will help the MAP Committee, 
CPA2Biz.com, and the AICPA to improve the way firms 
handle their practice management. It should also help the 
major players make their products more responsive to 
CPAs’ needs.
Gary L. Adamson, CPA, of Brady, Ware & Schoenfeld, 
Inc., Dayton, Ohio, chairs the MAP Committee's Task 
Force on Time and Billing. He can be reached at 
gadamson@bradyware. com
Table 2















System stability 3.78 4.20 3.81 3.74 4.12
Standard reports 3.30 3.64 3.58 3.47 3.75
On-screen billing 3.15 4.05 3.50 3.66 3.20
Direct time entry 3.68 4.54 3.99 4.14 3.48
Custom reports 2.70 3.40 183 2.99 2.93
Expense entry 3.62 4.14 3.83 3.92 3.66
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Data analysis software promises more 
efficient and effective audit engage­
ments along with opportunities to offer 
clients more value and new services
M
any CPA firms are still trying to automate 
their audit and review engagements, 
thereby providing more effective, 
efficient, and value-added services.
Information technology is recognized as the means to 
become more efficient and effective 
in all aspects of audits and reviews— 
planning, testing, documenting, and 
reporting. But these gains are often 
negated by inadequate usage of the software tools 
available. Most CPA firms merely scratch the surface 
with the features of MS-Word, Excel, and other software 
tools. The same is true for data analysis software (DAS). 
Yet some accounting systems are now so fully auto­
mated, that using DAS is essential to obtaining and doc­
umenting certain audit evidence.
McGladrey & Pullen, LLP (Bloomington, MN) imple­
mented DAS firm-wide in 1999. “Integrating data extrac­
tion and analysis software into the audit process has 
allowed us to more effectively identify items appearing 
to be at higher risk of material misstatement, and thus 
allow us to appropriately allocate our audit efforts to 
verifying the accuracy of those items,” say Bob Dohrer 
and Matt Yeater.
DAS also provides opportunities to add value and 
new services. “In several engagements,” recalls Tammy 
Thompson of CPA Associates (Bradenton, FL), “I was 
able to summarize the data of loan trial balances and 
compare the results with information being reported on 
call reports. This simple procedure led to the discovery 
of miscodings every time I used it. I would never have 
been able to provide this service without DAS. As a 
result, we obtain additional engagements to perform 
other procedures.”
The challenge of change
Many accountants and auditors, however, have a 
“comfort zone” with spreadsheets and therefore may be 
unwilling to learn new technology. Sometimes users 
give up too easily. In other cases, users do not call for 
help soon enough and consequently spend a great deal
Carolyn Newman, CPA, CISA
of time trying to find an answer or complete a task. 
Without an understanding of the long-term benefits of 
staying with the new software, the ultimate result will 
be that the DAS goes on the shelf and expected gains 
are unrealized.
There are, however, “best practice” approaches to 
meeting the challenges of implementing DAS. Training 
(learning the how-to) without education and reinforce­
ment (learning the why-to and when-to) is like learning 
to drive a car without learning the rules of the road. 
The driver soon encounters obstacles and confusing 
situations that he or she does not know how to handle. 
Because DAS is a tool that is only for specific purposes 
on specific parts of the audit (testing, sampling, and 
analysis), a training challenge occurs unless every staff 
member on the audit engagement knows the software’s 
benefits. Furthermore, there may be a “disconnect” 
between the software users on the audit team and those 
not using the software. For 
example, users of one DAS 
tool, IDEA (www.caseware- 
idea.com), found that they 
could adjust the scope of the audit based on the analyt­
ical review and testing results. Non-users may not 
understand this concept. Such challenges need to be 
addressed by an implementation process that includes 
the following:
• Top-down acceptance and involvement
• Total commitment
• Documented software procedures
• Training plus reinforcement
“TravisWolff (Dallas, TX) has done well in imple­
menting DAS, for three primary reasons,” states Beth 
Junell. “First are the firm's commitment to a DAS 
product and a commitment beginning with the partner 
group to find innovative ways to use DAS when work­
ing with clients. Second is the commitment to training, 
both with the initial implementation of a product and 
on an ongoing basis. Third is the commitment to having 
at least one ‘super user’ and ‘champion’ in the firm.”
Top-down acceptance and involvement
To implement any software successfully, firm-wide 
acceptance is required, starting at the top. The leader­
ship of the firm should approve and visibly endorse a 
set of policies and procedures that necessitate the 
effective use of software tools in the field. Top-down 
acceptance deals with making sure the partner 
and manager:
• Understand the capabilities of the software.
• Assist in knocking down any roadblocks to getting 
data.
• Challenge the staff to use the software when it 
makes sense.
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Total commitment
A primary reason new technologies fail is the “toe in the 
water” approach some firms take to automating auditing. 
They start with only a few copies of working paper soft­
ware and even fewer copies of the DAS. Organizations 
call it “safe” because if the “pilot implementation” does 
not yield the results they expect, they have minimized 
their expenditure. But this approach sends a negative 
message. It signals to the staff that “we can always 
go back to doing the same old thing if this doesn’t 
work out.”
Since people by nature resist change, they generally 
find any excuse to go back to what they know and are 
comfortable with. Part of the implementation of new 
software technology must include firm-wide communica­
tion of management’s buy-in to the technology. Total 
commitment is required to maximize the benefit of 
audit software.
Kelly Thrift’s experience in implementing DAS illus­
trates the value of management buy-in and firm commit­
ment. Thrift of Crisp Hughes Evans (Atlanta, GA) cited 
several reasons for the success of his implementation 
experience. They included the partner’s insistence that he 
use the software in planning and follow-up in fieldwork. 
In addition, the partner suggested ways to use the soft­
ware, but allowed him to determine most effective and 
efficient use. The partner also approved a budget with 
the necessary time.
Software procedures
“Best practice” procedures should detail how to imple­
ment the audit software—how to install the system, how 
to name the data files, how to request and import the 
files, what audit tests are of particular importance for spe­
cific clients, how to report the results of the data analysis, 
and how long to retain the source and related data files. 
Procedures might include a list of the financial systems 
and file types at the clients, along with the contact names 
of technical support personnel. Mir, Fox & Rodriguez, PC, 
a Houston firm, publishes a chart in its Audit Manual that 
indicates when it’s best to use Excel, IDEA, or Access, 
and the rationale for doing so. Procedures might require 
client data and client-prepared documents to be provided 
electronically instead of on paper. Documented proce­
dures should detail how the audit software is to be 
installed and deployed according to the licensing agree­
ments. These procedural examples help to get across the 
message: This technology is here to stay, it will be used, 
and we will support its use.
Training approaches
Formal training is an absolute requirement not only for 
the users of the software, but for the management group 
as well. Initial training is essential, and reinforcement train­
ing also valuable. Custom training is a best practice. 
Different user groups require different levels of training. 
General users will require more detailed training to obtain 
a solid understanding of the software and its real-world 
application. Administrators may require additional training 
to deploy the software and upgrades, along with “behind 
the scenes” processes such as file naming standards and 
backups, and training in advanced software features. 
Firms may also require “training for trainers” if they 
choose to instruct internally. The more sophisticated the 
software, the more important training is.
Beth Junell of TravisWolff says, “We have a couple of 
really skilled users who provide 
the ongoing training, and who 
have become the ‘go to’ people 
when questions concerning DAS 
come up. These highly trained 
and skilled users are invaluable 
in the successful implementation 
and ongoing use of a DAS prod­
uct. They are true believers in its 
power.”
Management may only require a high-level overview 
of the technology and its impact on the audit or review 
process. The management group should receive light 
audit software training first, including a workshop that 
incorporates the software tools during each appropriate 
phase of a typical engagement. Managers will not need 
the detailed hands-on training as much as they need to 
know the benefits of using the product, its ease of use, 
the potential efficiencies, the reductions in labor hours, 
and the added value to clients. “When our firm initially 
implemented data analysis software,” states Michael 
Renzelman, shareholder in Accounting and Assurance 
Services of Schneider Downs & Co., (Pittsburgh, PA), “we 
were focused on obtaining efficiencies in audits of finan­
cial statements. Once we started utilizing the software, we 
were impressed with the level of value-added applications 
that we could perform for our clients.” Denise Hozza of 
Concannon, Gallagher, Miller & Co. (Allentown, PA) 
agrees. “Once you start using data extraction software, 
there is no looking back. We download our client's entire 
general ledger into IDEA, and it allows us to do all our 
own inquiries and searches without the client’s assistance. 
We have tested clients’ software before they have, and it 
has resulted in uncovering bugs.”
Once management understands how data analysis can 
reduce time while improving coverage on an audit, deci­
sions must be made about revising the audit programs. 
PPC‘s “Guide to Data Extraction Software” contains 
specific examples to help users understand how to 
incorporate the data analysis tests into the audit program.
Letters to the Editor
The Practicing CPA encourages its readers to 
write tetters on practice management issues 
and on published articles. Please remember 
to include your name and telephone and 
fax numbers. Send your letters by e-mail to 
pcpa@aicpa.org.
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Software implementation
It is extremely important to use the software in the field 
shortly after the training is received, while the software 
features are fresh in users’ minds. This can be achieved 
by scheduling the training before an upcoming 
client engagement and mandating the use of the 
audit software. Certain staff will adopt the new 
Where to find data analysis 
software products








Both products have been on the 
market since 1987, and each has 
continued to progress in terms of 
functionality and ease of use.
audits and reviews
technology faster than others and 
should be encouraged to imple­
ment additional software features. 
Adjustments should be made 
to accommodate their initial 
efforts. The adopters should be 
encouraged to train others and 
disseminate their software applica­
tions. Success stories and “lessons 
learned” should be formally 
communicated via an intranet or 
newsletter. At Schneider Downs, 
Mike Renzelman was impressed 
with the level of enthusiasm over 
DAS throughout the practice. “We 
established a database for sharing 
feedback and ideas regarding the 
practical applications of DAS. 
I am consistently amazed by the 
number of applications being 
developed by our staff for not only 
of financial statements but also other 
value-added applications.”
Brown, Edwards & Co. (Roanoake VA) selected 
a few staff to train every year. “This allows them to 
gain a fair amount of experience with the 
software and become more effective in its use,” says 
Woody Windley. “We have found if staff don't use the 
software often, they lose the knowledge they have 
gained. We train our Senior Associates, not to use the 
software, but to design DAS-oriented tests and look for 
opportunities to use it on the jobs they manage. It’s 
been about a four-year process and each year we are 
able to utilize more.”
Metrics
The old adage, “What gets measured, gets done,” 
applies here. We cannot improve a process unless we 
measure it. We recommend tracking the hours for each 
section of the audit as well as tracking the budgeted 
and actual hours of the audit engagement. These hours 
could then be compared with the hours expended after 
the audit software is used. Did the audit hours decrease 
as a result of replacing a “manual” audit step (such as 
entering general ledger transactions into Excel and 
footing the file) with a data file import and analysis?
Over time, as the software users become more 
familiar with the client files and the data analysis 
software, we can expect a decrease in audit hours. 
Renzelman, for example, found that implementing DAS 
concurrently with implementing a risk-based audit 
approach “were closely related in that DAS software is a 
very powerful tool that allows auditors to focus their 
auditing efforts on specific data within specific audit 
areas in the most efficient and effective manner. Now 
our auditors are trained across the practice in the use of 
DAS, and the results are evident in the reduction of 
hours on our engagements.” For firms that want to 
increase audit productivity and effectiveness, and to be 
able to add new data analysis services, the continuous 
use of audit and data analysis software combined with 
ongoing training is the answer.
Chuck Manganiello, Jr., CPA, is president of Auditwatch 
of Florida and Auditwatch of Pennsylvania. He can be 
reached at cmanganiello@audtwatch .com. Carolyn 
Newman, CPA, CISA, is president of Audimation Inc. 
and can be reached at carolynn@audimation.com.
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Points to remember
• The "tone at the top" is key. The commitment to 
use the audit software needs to be established 
first by the management group and clearly com­
municated firm-wide.
* Require the mandatory use of the DAS on defined 
client engagements.
• Document policies and procedures to facilitate, 
support, and standardize the use of the DAS.
• Provide formal training on an ongoing basis. 
Customized training for different user groups is 
preferred over the canned public training class­
es. New media such as Web-based training can 
be used to supplement traditional classroom 
training.
• Use the DAS on client engagements quickly 
after receiving the training. Publish "success 
stories," "lessons learned," and useful tips on 
your intranet or internal newsletter.
• Establish a meaningful set of criteria to measure 
the effectiveness of DAS. Link the use of 
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Come "Focus on 
the Fundamentals!"
J
oin CPAs from all over
 the country at the 2003 
 Practitioners’ Symposium, 
 scheduled for June 8-11 
at the Pointe South Mountain 
in Phoenix, Arizona. This year, 
the Symposium will “Focus on 
the Fundamentals,” the basics of 
being a successful practitioner. 
The conference features hard-hit­
ting practical concepts that you 
can quickly implement back at 
the office to help you build and 
improve your practice.
PCPS firms attending the con­
ference are invited to a special 
members-only reception. This 
exclusive event at the Pointe 
Hilton Resort at Tapatio Cliffs is a 
chance to reset and reconnect 
with old friends, meet new faces 
from PCPS, and reflect on the 
busy and challenging year we’ve 
had. Relax amidst landscaped gar­
dens and cascading fountains, 
take in beautiful views of the 
Valley of the Sun, and enjoy the 
sounds of soft jazz wafting in the 
background.
PCPS members registered for 
the Symposium will receive a 
special invitation to the reception. 
Be sure to follow the instructions 
on the invitation to make your 
reservation. We look forward to 
seeing you there.




ollowing the success 
of last year’s partnership, 
PCPS and the Texas 
Society of Certified 
Public Accountants (TSCPA) 
are proud to introduce the 
PCPS/TSCPA National MAP Survey 
for 2003. This valuable tool 
provides firms with comparative 
management data to help them 
benchmark themselves against 
similar firms from around the 
country. By helping CPAs identify 
the strengths and weaknesses of 
their practices as represented by 
this data, it provides a roadmap 
for future planning.
Many new features are planned 
for 2003. Firms can receive the 
electronic pdf file of results or 
view their results report online 
and elect various methods 
of comparison.
Here’s the timing for this year’s 
survey: May 15 is the deadline for 
states to elect to participate. 
The survey will go live for firm 
participation during the week of 
June 2. On June 11, CPAs at the 
Practitioners’ Symposium can view 
a demonstration of the new online 
format and participate in a survey 
discussion during the “early riser” 
session entitled, “PCPS/MAP/Texas 
Survey: What Do I Do with the 
Numbers and What Do I Do 
with My Practice?” facilitated by 
Neal Harte, Chairman of the 
MAP Committee.
For more information on 
the survey, including a complete 
timeline, Frequently Asked 
Questions, and a sample report, 
visit http://www.pcps.org and 
click on the “2003 National MAP 
Survey” logo on the left hand side 
of the screen.
How is Sarbanes- 
Oxley Affecting 
Your State?
arbanes-Oxley has clearly 
dominated discussion of 
auditing and accounting 
reform for firms that audit 
public companies. But now the 
states are getting into the act, which 
may have unintended negative 
effects on local and regional firms.
Several state legislators, regula­
tors, and other elected or appointed 
officials are seeking to duplicate or 
extend provisions of the Sarbanes- 
Oxley Act to private companies and 
their auditors. How can practition­
ers tell what is going on in their 
state? The AICPA offers a compre­
hensive guide to these state issues, 
which can now be accessed from 
the “Hot News” section of the PCPS 
website at http://www.pcps.org
There you can learn the status 
of legislation in your state, includ­
ing when it was proposed, who 
proposed it and what it entails. You 
can also read the white papers 
published by the AICPA’s Special 
Committee on State Regulation, 
including issues briefs on: “Auditor 
Rotation,” “Peer Review,” “Scope 
of Services,” and “State Board of 
Accountancy Composition.”




ue to the war in Iraq 
and the high level of 
terror risk, the AICPA 
has postponed several 
meetings, including those sched­
uled in May for the small, medium, 
and large firm network groups. For 
updates on future meetings, check 
http://www.pcps.coin or call 
1-800-CPA-FIRM.
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 am outraged at Joseph Berardino’s offering “. . . 
guidance on how the accounting profession 
could restore its positive image and help to pre­
vent business failures . . .’ at the MAP forum 
(The Future of the Accounting Profession,” The 
Practicing CPA, February 2003). His firm, Andersen, 
degraded its quality control procedures, moved the 
technical consultations to the practice office (where 
decisions would be closer to the client), had partners 
obstruct justice, destroyed files, and performed sub­
standard audits. The partnership was blinded by fee 
income, added compensation, and conflicts that 
allowed client fraud to proliferate. It caused 
Congressional action, fostered more regulation, and 
placed the profession at the low end of the public’s 
confidence level. It is impossible to accept guidance 
from one whose leadership failure contributed greatly 






everage your firm’s existing strengths and com­
petencies in cash-flow planning and budgeting, 
pre- and postretirement planning, insurance 
reviews, and tax planning by offering PrimePlus 
Services (formerly the “ElderCare Services” brand). The 
new positioning allows CPAs to broaden their focus to 
include preretirement age clients, and to benefit from 
the greater revenue potential of this expanded market 
and the longer term of the potential revenue stream.
To support the change, the Canadian Institute of 
Chartered Accountants (CICA) and the AICPA jointly 
developed a PrimePlus Marketing Toolkit CD, which con­
tains logos, new ads in black and white and in color, a 
brochure, insert cards, draft letters for both existing and 
prospective clients, and a PowerPoint presentation for 
speaking to local groups. CPAs may continue to use 
the ElderCare brand label if they think it describes 
their practice more accurately. (All of the new 
materials have also been designed with the ElderCare 
brand name.) The Toolkit may be ordered online at 
http://ww.cpa2biz.com, by calling 1-888-777-7077 or by 
fax at 1-800-362-5066. Ask for Product Number 022509. 
For more information, contact Beth Kaestner at 
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